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A WALK IN THE GRAVEYARD

“People don't like to be sold, but they love to buy” is a registered
trademark phrase of mine. It's my sales mantra. I have used it for years.

My research director, Amanda Desrochers, screamed, “Jeffrey! Listen to
this!” She read, “If the prospect understood the proposition, he would not
have to be sold; he would come to buy.” It's a
Patterson quote.” She chortled with delight.
“You guys have the same thoughts!”

I was not surprised, but I was amazed (and
gratified) at the similarity of our philosophy. And
the span of time where so little has changed.

One hundred years separated those statements, but
they are philosophically less than a centimeter apart.

There’s an old saying that goes, “The more things
change, the more they remain the same.” Like
many sayings, it's old because it’s true.

JOHN
PATTERSON

. . R . President, The National
This book is your opportunity to learn selling at the  cash Register Company

feet of John Patterson, the founder and President of

The National Cash Register Company, and the

original master salesman of America. And keep in mind that these
successful principles were created before things like the telephone or the
automobile. Paved roads were not yet the order of the day. The Wright
Brothers (also from Dayton) had not yet flown. Steam and coal were the
predominant power. War veterans were from the Civil War. Wanna travel?
Stagecoach or train. The wild West was still wild. No traffic on the freeway.
No cars. Edison was cranking on the lightbulb. It was the beginning of the
manufacturing revolution in America. And John Patterson decided to take a
leadership position.

I got the idea to revive Patterson’s principles after doing a program for
NCR at their annual sales conferences in Miami and Cannes.

As a sales historian, T had always known of Patterson, but I had no idea
of his depth of strategies and achievements. He never wrote a commercial
book on selling. “This guy is the Father of American salesmanship,”
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I thought to myself. “And his principles are buried.”

It was Patterson who created the original personality sales model. It was
Patterson who created the first book on how to deal with objections.

It was Patterson who held the first sales boot camps. In tents. In fields.
Patterson didn’t call potential customers prospects or suspects; he referred
to them as “probable purchasers.” And it was Patterson who coined the
word THINK! that everyone credits to Watson and IBM. What people don’t
know is that Watson worked for Patterson, took it when he left, and used
it to help begin the legend of IBM. Think about that.

I called NCR, told them my idea to bring Patterson’s principles into the 21st
century, and they said “yes” on the phone. Cool. I'd do all the research
and discover his original strategies that built a multimillion-dollar empire at
the turn of the last century, and convert the strategies to computer and cell
phone technology.

Off to Dayton, Ohio.

Amanda and T were going to a barbeque place for dinner. We had arrived
in Dayton to do Patterson research for the book at the historical society.
The restaurant had a 20-minute wait. I decided to take a walk around

the neighborhood.

Three blocks later, we came to an old building that looked like a castle
split in half with a gate in the middle. “It’s a graveyard,” T said. “Let’s go
check it out.” T know this sounds goofy, but it was a beautiful place.

The weather cooperated. Cloudy on the verge of a storm. Dusk. Real
cemetery weather. There was a car at the gate. Security at a graveyard?
Everyone’s already dead. T asked the guard if we could enter. “We're about
to close, you'll have to exit on the other side of the Welcome Center.”

“No problem,” T assured him. “Anyone famous buried here?” “The Wright
Brothers,” he bragged. “Cool,” T said. “Anyone else?” “Here’s a map,” he
offered. “Is John Patterson buried here?” T asked. “Sure is. He’s in Area nine
at the Patterson knoll.” He pointed.

I grabbed the map and searched. Found it. As we started walking, it began
to drizzle. The only thing missing was a vampire. Giant trees made it light
and dark at the same time. It was a huge undulating park with thousands
of grave markers. Some as ornate as I've ever seen. Some 50 feet tall.
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We found dates back to the early 1800s.

“Over here!” I yelled as T spotted what T thought was the Patterson gravesite.
A huge marble arch marked the spot for the Patterson family. About a
hundred names on it. On one wall was a brief bio of John, but T couldn’t
find his actual stone. Every Patterson family member had the same
headstone. Smaller than a ten-pound sack of sugar. “Found it!” T screamed.
Suddenly I went silent. I just stood on his grave imagining what he was like.

And then a flood of emotion came over me as I imagined the struggle, the
risk, the creativity, the pioneering, the leadership, the setbacks, the victory,
and every conceivable episode of business life when ultimate success
occurs. The vision.

One hundred and eighteen years after his NCR adventure began, as I stood
on the grave of John Patterson, an energy ran through my body that told
me [ was meant to be there. Ever get a feeling like that? Powerful and
frightening at the same time.

I was inspired. I was energized. I was ready to take on this century-old
task as though T was chosen for it.

Rain was falling as we left. “Pretty cool, huh?” T meekly offered to Amanda.
“Unreal. What were the chances of this happening?” she said. “I wonder if
it was a long shot or a predetermined one?”

Looking at the sky and the skyline, T said, “Serendipity, I've been told, is
God’s way of remaining anonymous.”

I have chosen, and I have been chosen, to share this
information. To take the principles, philosophies, and
sales strategies of John Patterson, and memorialize
them for the 21st century.

When you read them, you will find as I did that
they are as (or more) valid today as they were then.
Take them for yourself. Take them for your sales.
Take them to the bank.

.

JEFFREY GITOMER

Chief executive salesman
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WHY IS JOHN PATTERSON THE

FATHER OF AMERICAN
SALESMANSHIP?

John Patterson was a visionary. He was a thinker; he was a risk-taker; he
was a reader; he was an entrepreneur; he was a teacher; he was a student;
and he was a salesman. Certainly the best salesman of his time. Arguably
the best salesman of all time. Patterson’s success was due to his ability to
blend the emotion that makes the sale with the logic that figures out the
reasoning behind it. He had the perfect blend of logic and emotion.
Forming opinions or justifying decisions leans toward being logical, but
Patterson understood that the process of buying was an emotional one.

He knew it. And he taught it.

Not just a businessman, Patterson was the creator of most of the practices
that distinguish modern American business from all other businesses in the
world. Not just a salesman, he was the founder of modern salesmanship.
Not just a speaker, he was among the most effective of public
demonstrators. Not just a financier, he was the chief exponent of getting
money by spending money. Not just a manufacturer, he was the originator
of the modern American factory. Not just a judge or a picker of men, he
was the father of organized business and the developer of more business
leaders than any other man of his time. Not just a man of commanding
personality, he was a rare leader of men -- equally sure of himself in
threatened defeat or in expected victory.

He is salesmanship’s father because of ...
the strategies he created.
the methods he pioneered.

the manner in which he transferred
his genius to his team.

and their track record of success to prove it.
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He is salesmanship’s father because he was the first person who realized a
customer was more likely to complete a transaction through buying than
selling. He created the original “pull through” model. He pioneered sales
training. He taught his men to adapt and harmonize with the “probable
purchaser” (which we now erroneously call the “prospect”). He inspired
his people with ideas that worked. And he backed his salespeople with
advertising and promotion so that the NCR brand of cash register was by
far the machine of choice.

But far and away, the
overwhelming evidence
of his genius was
his concept of ...

“Creating the
demand for
a receipt,
rather than just
trying to sell
the concept of a
cash register.”
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WHERE DID JOHN PATTERSON GET His

CONCEPTS AND
STRATEGIES?

He read.

Patterson regarded a good book as a great mental possession. Only books
worthy of being read again and again were to be found in his private
library. All of his books are marked and underlined cover to cover.
Whenever new knowledge appeared, Patterson underlined it, bookmarked
it, studied it, and put it into practice.

Many underlined passages in his books show the essence of the message
that captured his attention. Books helped to shape the man and the empire
he built. Patterson believed that a good book was not the plaything for the
idle hour, but a veritable means for generating power.

He read. And he generated power.

AUTHOR’S PERSONAL NOTE: The guy before Napoleon Hill. The person
Napoleon Hill emulated was Orison Swett Marden. He was the original
positive-attitude genius of the 20th century. Lately I have been buying every
Marden book T can get my hands on. (For a complete list of Marden
books, go to www.gitomer.com and enter the words MARDEN BOOKS
into the GitBit box.)

About two years ago, I purchased a bunch of books from the original John
Patterson library; most of them were on longevity, plus a few biographies.
I was perusing the books last week to complete this work and decided to
look at every book that T owned of Patterson’s. I pulled out the title, He
Can Who Thinks He Can by Orison Swett Marden. My blood ran cold. It is
a first edition book published in 1908 and I realized we had yet one more
thing in common. Smiled. And went about my business.

I carry the Marden book from Patterson’s library with
me now and read a page or two a day.

I especially read the parts that Patterson underlined. As usual, he found the
gems. Here are a few:
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QUOTES UNDERLINED BY THE HAND OF
JOHN PATTERSON TAKEN FROM THE BOOK

HE CAN
WHO THINKS HE CAN

BY ORISON SWETT MARDEN
PUBLISHED IN 1908

Every child should be taught to expect success.

People do not realize the immense value
of utilizing spare minutes.

Multitudes of people, enslaved by bad physical habits,
are unable to get their best selves into their work.

Some of the greatest men in history never discovered themselves
until they lost everything but their pluck and grit.

Almost anybody can resolve to do a great thing;
it is only the strong, determined character that puts
the resolve into execution.

No substitute has ever yet been discovered for honesty.

Happiness is a condition of mind.

Resolve that you will be a man of ideas,
always on the lookout for improvement.

Power gravitates to the man who knows how and why.

There is no word in the English language
more misused and abused than luck.

Want the complete list? Go to www.gitomer.com, register if you are
a first-time user, and enter the word MARDEN in the GitBit box.
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PRINCIPLES ARE
DRIVEN BY TRUTH

I have chosen to call Patterson’s sales philosophies and strategies
“principles” because they are truths that are up to you to implement into
your sales life.

I would much rather do business with someone who is principle-driven
than money-driven. Money-driven people have a few bucks, but focus on
the money aspect of the sale rather than the customer aspect of the sale.
And you can smell them like bad milk.

A principle-driven person has wealth. And that wealth is not just in money.
It's in reputation, in the actions that they take, their personal pride, and not
just their success, but their fulfillment. A person who lives by their
principles is much more likely to be fulfilled when they are sitting there
counting their money. Everyone counts their money. The question, is how
do you feel when you know the total? Get it?

Being a person of principle
means that you are self-guided.
And in that self-guiding way,
you will come to inspire yourself.

The Patterson Principles of Selling are more than 100 years old. They have
a history of success. All of them are easily understood. None of them break
any of your company’s rules. Each of them can be mastered with some
hard work. And together these principles encompass an approach to the
sales process that will lead you to success this day, this month, this year,
and this lifetime.
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THE

EVOLUTION AnD POWER
oF THE RECEIPT

Never forget the genius associated with the philosophy: Patterson did not
sell the register, rather he created the need and the demand for a
receipt. This may be the most powerful business strategy of the 19th and
20th centuries. Take a minute to ponder how you might use that
philosophy to build your business. What demands are you creating? Who
is calling you to buy?

Add to this incredible reality that the receipt is one of the most powerful
pieces of paper in the world. Every receipt has its own power. It’s your
PROOF of purchase and ownership. And EVERY purchase is now
accompanied by one. Thanks to John Patterson.

Receipts not only prove you bought it. They prove you own it, can return
it, can exchange it, can get a warranty enforced, can resell it, can get
reimbursed for it, can deduct it from your taxes, and much, much more. In
many cases you need to show your receipt to exit a store thirty seconds
after you just made the purchase.

You save receipts for years. They often outlive the very product you bought.

Think of how often you use your receipts ... they are documents, they
are the reminders marking the passage of your time and your money.
Receipts are the one constant in business for the last 100 years. Would you
like your receipt in the bag?

The receipt is the only thing in business that has remained intact. A receipt
is the “Prize” because without it, you have lost.

Banking and checking accounts give receipts for transactions. Your
cancelled check or credit card statement is your receipt. A receipt is not
just a proof of purchase -- it’s a recorded transaction. Proof of payment,
with clerk, date, time, etc. It’s a valuable document of who did what, when
they did it, and how much was involved.

Want your money back? Better have your receipt. IRS knocking at your
door? Better have your receipts.
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“Do you want a receipt with that?” came way before
“Do you want fries with that?”
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The NCR Archive at the Montgomery Historical Society

NCR promotional photo used in the early 1900s.

“A receipt, like a deed, is proof of title
to property.” — 1912 quote from a
National Cash Register brochure

“Try to get a refund without one.”
— Jeffrey Gitomer





